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Dear Sir:

The-undersigned claimant of copyright in the work herein named,
deposited in the Copyright Office and duly registered‘for copyright pro-

tection, requests the return to him under the provisions of sections 59 and
q

60 of the Act of March 4, 1909, safkonecoer both_of the deposited copies of the

G ey
deposited in the Copyright Office on... . 3 .and registereé
Hhder 0lass. oo, XXao. 2 No. o C)C”W ?0§7

if‘this request can be granted you are'aSked and authorized to send

the said copy or copies to me at the following address:

(Claimant of Copyright)

_Oopies Retnrnad

auA%))'F,/
SEP 27 1921

8k B___ [
-'- E"IEL-__.P ....... —




- ©CM  2032C- SYNOPSIS OF "A GOOD SALE IS MADE IN SHOES."

A speoial window display of shoes attracts the -
attention of a prospeotive customer. She goes
into the Shoe Depar ment and is greeted by a shoe
salesman who immediately gives her his undivided
attention. He recognizes at once that his customer
is not only undecided as to what she wants but
Somewhat timid in letting him know this. She
represents a large olass of people, drepping into.
the Shoe Departmehts of all stores == prospective
customers who are made gteady customers if only
taotfully met and skilifully handled by the sales-
' " people representing the Department.

The film on "A GOOD SALE IS MADE IN SHOES" depiocts
. bow this olever shoe salesman handied his~oug¥omer,
developing her interest into desire and {inally
~ ipto deoision. It shows how he scored not only
,,,,,,, ... 'one but three good sales and what is more that ;
; ; through his good salesmanship he 'quite maturally — -
ade a satisfied oustémer out of a "Window Shopper."




Queries On "A GOOD SALE IS MADE IN SEOES"

Is your first impression of the shoe salesman favorable or
unfavorable? Whyf :

Prove that the window disﬁlays paid in the store shovm in
the film, -~ What caused the prospective customer to ;
"center her gaze on the pair of high shoed” -- Mention

some features that enter into an attractive and effective
window displayg

Who put the store "ad" in small frame in the Bhoe
Department? Why? -~ What method have you adopted for
acquainting yourself with what is daily advertised in
your department? What advantage is it to you to know?

. Why is the "approach” so important a part of any sale?
Oriticize the approach of the shoe salcsman from this
customer's viewpoint .

~

What type of customer is represented in these Scenes?,
What do you learn from this salesman which will help
you to meet this type as successfully as he diq?--

Wbuld the salesman have followad the same mcthod with
all customers?

Who closed the sale, the salesman or the customer 7--

Discuss the good points of this salesman's suggestive
selling, -~ What was "the unexpected servioce" and why
was it good business?




’

A;swers to Queries on "A GOOD SALE IS MADE IN SHORS"-

The salesperson who is always quietly and busily engaged
arranging the goods in his department or increasing his
information about it, when not occupied servinf oustomers,
‘oreates the impressinn that he is Interested
+ = If he is the chances are that he
is already a Successful salesman or will soon be - The
Salesman represented in the picture evidently believes not
only in keeping busy but in making good personal appearance .
He is well groomed, energetic, and courteous in this manner —-

The fact that customers stopped to observe the windows is
proof that they were attractive -- In this the display man
accomplished part of higs purpose -~ However, they not only
attracted oustomers but sold goods -- The oustomers saw what
she thought she needed ang upon investigation of the shoes
Suggested by those in the window,display.‘bought.. There
was one pair in the display at least whioh aroused her
interest. Upon these "she oéntered her gaze"
that particular pair of
‘uninterested (
of displa
general effect,
ts, lines and colors and
t of goods that interost

Qifferent stores have difforent metheds of
ads" salesforce -~ Both the
yer should be vitally interest

each department and read. Even the floorman could
attention to this de¥aiTl of good management with muc
advantage to himself and the business .- At all events, all
the salespeople should know what is being es eclally featured
for the day in the advertisements in order that the may
concentrate upon its sale, thus a8sisting the adverti g
manager to accomplish his purpose -= Other good results of
having the "ads: read daily in each department are closer

team work and, well written, the development of the individual
salespeople, -- A well written "ad? comtains vital information
well said, Effective talking points.

"First impressions are lasting" we say and truthfully <= An
= awkward;“cold'béception either kills a sale or retards it, --
The sincere, on the other hand establishes
that friendly i ich means immediate progress in
the transaction, -- Particularly is this true if beside being
sincere and cordialt he approach is business-like = Thether

uggests, that it
r her time nor his.

}




Answers to Queries on "A GOOD SALE IS MADE ON SHOES"

Undegided custom , s i
earpest;mannﬁg. is confidence and tends %o center
their mind okf : ‘ in mind. They also.require
patience until the salesclerk finds out Just. what is most
desirable ang satisfactory for them. This he finds out B
listening attentively to what they say, asking leading questions
and showing his merchandise. This type of customer ig usually
rather easily persuaded. She depends upon the salesolerk's =~ -
advice -~ The Successful salesclerk, however, gives his advice
as helpful suggestions. He is wise enough to Tet the castomer
think that she decides for herself. :

ful salesman -- Recognizing
various custoroers and meeting

most strongly determines the
salesdlerk's suocess in selling. If this salesman's next

customer is a decided type he no doubt will proceed in a.
noticably different manner. See film on " Types of Ghstomers."

Undecidedmggstomersmoftenmapprectate'the'éalesclerk's,
deciding for them. In doing so, the salesclerk, in such
instances, renders 8 real service, provided he makes the
decision in favor of the customer and not himself,

11 prove most satis

pricec, ete, -~ Wrong
decision for a customer could never in any case prove to
- be good business -- (conncot with 5)

Placing the shoe trees in the shoes, immediately told the
ocustomer of their purpose, and suggested the necessity for
his was tactful angd convincing. His suggestion
for a pair of trees for each pair of shoes was logical -~
His reference to the price as cheap compared with the servige
‘they would give was reasonable and honest . Suggestive
selling.is convineing and profitable when it is tactful,
Jogical, reasonable and honest. Do more of this kind of
suggestive selling,




This document is from the Library of Congress
“Motion Picture Copyright Descriptions Collection,
1912-1977”

Collections Summary:

The Motion Picture Copyright Descriptions Collection, Class L and Class M, consists of forms, abstracts,

plot summaries, dialogue and continuity scripts, press kits, publicity and other material, submitted for the

purpose of enabling descriptive cataloging for motion picture photoplays registered with the United States
Copyright Office under Class L and Class M from 1912-1977.

Class L Finding Aid:
https://hdl.loc.gov/loc.mbrsmi/eadmbrsmi.mi1020004

Class M Finding Aid:
https://hdl.loc.gov/loc.mbrsmi/eadmbrsmi.mi021002
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